Abstract This study empirically analyzed the effects of coaches' transformational leadership on customers' exercise flow and repurchase behavior. Using two hundred seventy-five questionnaires, first, charisma, individual consideration, and intellectual stimulation had a positive effect on cognitive and behavioral flow. Second, only individual consideration increased repurchase intention. Third, cognitive flow promoted repurchase intention, but behavioral flow was not statistically significant. Lastly, there was no indirect effect on the relationship among the variables. The results may prove valuable to coaches' understanding how to enhance customers' exercise flow and may improve marketers' strategic planning decisions to attain organizational goals. 
1. Introduction
Need for the Study
As the world has become highly industrialized, the emergence of high-tech machinery along with the development of scientific techniques provides for a more contemporary society, but it may be undeniable that such machinery reduces the physical activity of human beings and brings about negative effects, such as various adult diseases [1] . Given this situation, an increasing number of people are desiring the improvement of physical strength and energy through exercise in sports centers, as well as enhanced health.
Generally, a sports center provides facilities and
The Relationship among Coaches' Transformational Leadership, Exercise Flow, and Repurchase Intention in Sports Centers spaces to its members for them to participate in exercises to relieve stress, promote heath, and interact with other members in a local community [2] . Even though many sports centers have been operated to provide facilities for consumers, they are financially struggling due to decreasing memberships caused by an ineffective strategic management [3] . In the circumstances, having qualified coaches would be one of the important factors affecting the financial growth of sports centers, if coaches are able to offer good instruction and coaching to their clients [4] .
Leadership has a great influence on a person or an organization; leaders' effective behavior is regarded as an important element for the attainment of a goal [5, 6] .
Specifically, transformational leadership is one of the theories frequently appearing in studies about the effectiveness of leaders' behavior [7] . The terminology was used first by Burns and Bass who defined the theory in the mid 1980s [8, 9] . Transformational leaders present a vision, share ideas with followers, and help them achieve organizational goals [10] . This transformational leadership can also be applied to the domain of sport [11] .
Csikszentmihalyi [12] argued that "flow is the state in which people are so involved in an activity that nothing else seems to matter" (p. 4). This flow is achieved when playing in various sports or recreational activities, not common in our ordinary and daily life [13] .
Repurchase intention is defined as the consumer's positive response affected by a combination of service quality offered by a service provider and customer satisfaction towards the services provided [14] . In addition, Patterson and Spreng [15] pointed out that in post-purchase situations, customers already experienced services provided, they rather rely on the intrinsic self-evaluation based on their own satisfaction/ dissatisfaction than influences by extrinsic motivations such as price, brand and store image, and market communication. Flow, in particular, has been recognized as an important factor in predicting customers' purchasing behavior. It was found that faith and flow to a sports center are important antecedent variables in predicting customers' repurchase intention [20] . In a study of consumers' participation in leisure sports, both cognitive flow and behavioral flow have a positive effect on the repurchase intention, as the result variable [21] . Thus, the hypothesis is as follows:
H3: Exercise flow has a positive influence on repurchase intention.
Methods

Data collection & participants
Participants at five sports centers in Seoul were selected as the research participants in this study.
Through convenient sampling, 297 questionnaires were collected. The researcher met with the coaches of the sports centers in person to ask for their understanding and explain the purpose of this study. Participants completed the questionnaire by self-administration.
Two hundred seventy-five questionnaires were used for the analysis, after excluding 22 questionnaires whose answers were not sincere.
Instruments
To verify the validity of the measurement instrument, an exploratory factor analysis (EFA) was used along with principal component analysis. To measure the coaches' transformational leadership in the sports centers, a widely used measurement instrument, developed by Wright [22] , and then translated by Kim and Kim [23] for domestic contexts, was used. The following Table 2 Cronbach's alpha coefficients were from .772 to .895 in the current study.
Statistical analysis
The data of this study were analyzed by SPSS 18.0 and AMOS 18.0. Frequency analysis, correlation analysis, EFA, reliability analysis and confirmatory factor analysis (CFA) were used. A set of hypotheses based on the path coefficient of the research model was verified.
Results
Correlation analysis
The correlation between transformational leadership, exercise flow, and repurchase intention was analyzed in the current study. It was shown that there was a statistically significant relationship among all measuring variables (p<.01). Table 6 . The results of research analysis
Discussion
The following was discussed in this chapter based on the drawn results. First, as a result of analyzing the effects of the sports center coaches' transformational leadership on members' exercise flow, it was found that charisma, individual consideration, and intellectual stimulation had a positive influence on the members' cognitive and behavioral flow. This result was supported by a study of coaches' transformational leadership Taekwondo athletes' exercise flow [16, 17] .
In this respect, Ivancevich and Matteson [27] described that leadership had a function of helping group members attain their goals effectively. The transformational leadership represents a leader who stimulated self-interest and self-actualization of group members, suggested clear goals and vision, and made an effort together to attain those on the basis of mutual agreement between a leader and a subordinate [28, 29] .
As applied the characteristics of the transformational leadership to sport domain, a positive outcome can also be anticipated in sport organizations [30] . Third, it was found that customers' cognitive flow of sports center promoted their repurchase intention, but behavioral flow was not statistically significant.
In a previous study, the flow of customers was found as an important antecedent variable when predicting their repurchase intention [20] . The result from this study partially supported a study of purchasing leisure sportswear in which consumers' cognitive and behavioral flow had a positive influence on the repurchase intention [21] . In this respect, Steers and Poter [31] argued that flow was the personal attitude or mind-set which set up a clear faith and goal for certain things and made all efforts to successfully attain these. A sense of satisfaction coming from this flow was one of the driving forces that continuously maintain or strengthen a certain activity [32] . It was found that repurchase intention can be promoted in the sports centers by strengthening the customers' cognitive flow and stimulating them to be continuously engaging in exercise.
Among various and complicated factors influencing the consumer behavior, it was meaningful to find out the cognitive flow that is an important variable for predicting the customers' repurchasing behavior. 
